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Marke;ng/Prospec;ng	
  to	
  your	
  Target	
  
Market	
  and	
  Audience	
  
l  Possible	
  thru	
  SEO,	
  pay	
  per	
  clicks,	
  or	
  adver;sements	
  that	
  draw	
  people	
  to	
  
your	
  site.	
  	
  

l  Once	
  they	
  are	
  there	
  it	
  is	
  your	
  job	
  and	
  responsibility	
  to	
  deliver	
  your	
  Unique	
  
Selling	
  Proposi;on	
  (USP)	
  



Prospec;ng	
  via	
  Online	
  Adver;sing	
  
l  SEO	
  

l  PPC	
  or	
  CPM,	
  or	
  combina;on	
  

l  Banner	
  ads	
  

l  Digital	
  video	
  

l  Rich	
  media	
  and	
  social	
  media	
  adver;sing	
  
l  Facebook,	
  LinkedIn,	
  Google	
  Adwords	
  

l  E-­‐mail	
  marke;ng	
  



Determining	
  USP	
  
l  What	
  is	
  the	
  obvious	
  void	
  in	
  the	
  marketplace	
  that	
  your	
  product	
  or	
  service	
  
fills?	
  

l  What	
  makes	
  your	
  business	
  stand	
  out	
  as	
  dis;nct	
  and	
  appealing	
  that	
  sets	
  your	
  
business	
  apart	
  from	
  the	
  rest?	
  



USP	
  in	
  RE	
  Adver;sing	
  Slogans	
  
l  Write	
  copy/slogans	
  as	
  if	
  you’re	
  wri;ng	
  a	
  client	
  recommending	
  you	
  

l  What	
  would	
  your	
  client	
  say?	
  What	
  would	
  they	
  say	
  to	
  friend	
  if	
  they’re	
  
recommending	
  you	
  to	
  do	
  business	
  with	
  them?	
  



Sample	
  Slogans	
  	
  
l  “I sell Condos.”!

l “Let’s Make Home Happen.” 
l “Remax:  Outstanding Agents. Outstanding Results.” 
l “Century 21 Real Estate LLC: Faster, bolder, smarter.” 
l “Christie’s Real Estate:  Exceptional Luxury Properties & Homes 

Worldwide.”!

l Real Estate Brokers Keep The Trust !



Examples	
  of	
  RE	
  Sites	
  











Video	
  





Build	
  Credibility	
  and	
  Trust	
  	
  
l  In	
  the	
  real	
  world,	
  build	
  trust	
  via	
  connec;ng	
  in	
  mul;ple	
  ways,	
  and	
  providing	
  
ways	
  to	
  engage	
  customers	
  in	
  ways	
  they	
  are	
  comfy	
  with	
  

l  Online:	
  	
  Trust	
  and	
  credibility	
  impressions	
  affected	
  by	
  elements	
  in	
  your	
  
design	
  and	
  the	
  development	
  of	
  your	
  website	
  



Build	
  Credibility	
  &	
  Trust	
  
Viewer	
  is	
  unconsciously	
  judging	
  your	
  credibility	
  in	
  your	
  site	
  by	
  checking	
  for	
  consistency	
  in	
  the	
  
following:	
  

l  Look	
  and	
  feel	
  of	
  a	
  legi;mate	
  company	
  

l  Site	
  reliability	
  

l  Fast	
  download	
  speed,	
  no	
  broken	
  images,	
  or	
  updated	
  links	
  

l  Clean,	
  uncludered	
  design,	
  good	
  naviga;on	
  



Build	
  Credibility	
  &	
  Trust	
  
l  Good	
  content,	
  good	
  wri;ng	
  

l  Content:	
  	
  Fresh	
  lis;ngs,	
  industry	
  or	
  area	
  updates,	
  RESP	
  opinions	
  	
  

l  Language	
  is	
  accessible—HS	
  or	
  grade-­‐school	
  level	
  language	
  
l  Well	
  thought	
  of	
  content	
  with	
  unity	
  with	
  the	
  topic	
  theme	
  

l  Well-­‐edited,	
  error-­‐free	
  wri;ng	
  

l  Images	
  that	
  enhance	
  content	
  

l  Easy-­‐to-­‐find	
  company	
  &	
  privacy	
  policies	
  

l  Easy-­‐to-­‐find	
  Customer	
  support	
  links	
  or	
  info—mul;ple	
  ways	
  to	
  interact	
  



Elements of a Credible Site 

www.undertheromansun.com 

Contact	
  
us	
  form	
  



Elements	
  of	
  a	
  Credible	
  Site	
   



Assist	
  and	
  Woo	
  the	
  Buyer	
  
l  When	
  you	
  look	
  at	
  your	
  current	
  site	
  are	
  you	
  helping	
  your	
  visitors	
  to	
  iden;fy	
  
and	
  find	
  the	
  best	
  solu;on	
  for	
  that	
  problem?	
  

l  Are	
  you	
  guiding	
  them	
  to	
  find	
  what	
  they	
  need	
  to	
  solve	
  the	
  problem	
  that	
  they	
  
have?	
  

l  Does	
  your	
  brand	
  or	
  slogan	
  summarize	
  your	
  inten;on	
  to	
  help	
  that	
  par;cular	
  
profile	
  of	
  visitor?	
  



Home	
  Valet:	
  	
  

Serve	
  The	
  Product/Service	
  	
  

That	
  Meets	
  Their	
  Needs	
  



Search Box to Aid Pre-Qualification 

Customer	
  
engagement	
  thru	
  
ra;ngs	
  



Compara;ve	
  Tool	
  



Your	
  site	
  as	
  personal	
  shopper	
  

A	
  live	
  virtual	
  assistant	
  that	
  an;cipates	
  visitor	
  needs	
  

Makes	
  the	
  solu;ons	
  for	
  those	
  needs	
  easily	
  accessible	
  

	
  


